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Introduction and Aim
Since 2004 the University of Worcester has operated an 
Enterprise Calendar of events that seek to inform and 
inspire staff and students to engage in entrepreneurial 
activities. Over 830 
individuals have engaged 
in our annual Enterprise 
Festival, Enterprise Training 
workshops, Business Ideas 
Competition (‘BizCom’), 
Worcester Innovators 
Network (‘WIN’) – our 
student enterprise society – 
and Student Placements for 
Entrepreneurs in Education 
(‘SPEED’). All of these 
activities have been funded 
by the Higher Education 
Funding Council for England 
through their Higher 
Education Innovation Fund. 
These case studies consider 
the effect and impact of 
this programme of support 
upon a diverse selection of 
entrepreneurial students. 
Method
Students were selected to 
demonstrate the widest 
range of positive outcomes 
from engagement in 
entrepreneurial activities. 
Each student had access to 
all or part of the Enterprise Calendar at the University 
of Worcester during its introduction in the period 2004-
2007 and have gone on to benefit from these experiences 
in their subsequent careers. The case studies show 
students studying at Undergraduate and Postgraduate 
levels in:
- IT Business Management
- Sport and Exercise Science
- Creative Digital Media
- Health and Social Care
- Education
Findings
Q: Tell us about your 
background. Where have 
you previously worked or 
studied?
A: All of our entrepreneurs 
were full time students, 
and most were mature 
students seeking a 
career change or to 
develop within their 
chosen careers. Former 
careers include sales and 
marketing of industrial 
textiles, professional 
football, recruitment, and 
car maintenance.
Q: How did you get 
involved with enterprise 
at the University of 
Worcester?
A: All of our entrepreneurs 
participated in the 
Enterprise Calendar to 
some extent. The most 
popular activities 
being BizCom, WIN 
and SPEED.
Q: Did your 
studies and 
enterprise activities 
complement each 
other?
A: Where studies were 
not linked directly to 
their business idea 
our entrepreneurs 
believed they 
accumulated skills 
that were essential to 
the success of their 
business, notably IT, 
business organisation, 
marketing and 
research.
Q: What were your 
greatest challenges 
and how did you deal 
with them?
A: Unanimously time 
management was, 
and remains, their 
greatest challenge. All 
of our entrepreneurs 
admit to feeling overwhelmed by the experience of having 
to juggle multiple commitments and all said that they 
have learned to be 
more professional 
in response to the 
challenge. Typically the 
balance between their 
family, studies and 
business was the most 
difficult to maintain.
Q: What’s happened to 
you since graduation?
A: Three of our 
entrepreneurs have 
developed self-
sustaining businesses 
within 12 months 
of graduation. 
The remainder 
demonstrate how their 
entrepreneurial skills 
have improved their 
employability, going 
on to study for higher 
degrees, and fully 
intend to pursue their 
business idea more 
actively in the near 
future.
Q: What has been your 
impact on others?
A: All of our 
entrepreneurs have 
used their experience to 
encourage, mentor and 
coach others to explore 
their ideas. Besides 
their commercial activities most of our entrepreneurs also 
engage in voluntary and community work and are happy 
to come back into the University to give talks to a new 
cohort of aspiring entrepreneurs.
Q: How do you measure your success?
A: A wide range of measures are used which include “how 
much sleep I allow myself”, “the size and quality of client”, 
“feeling active and useful”, “personal growth”, “academic 
success” and “keeping my life in balance”.
Q: On reflection is there anything you would have done 
differently?
A: There seem to be no deep 
seated regrets except that all 
of the mature students wish 
they’d come to university 
earlier in their lives.
Q: Where do you go from here 
(2-3 years)?
A: All of our entrepreneurs 
want to grow their businesses 
or career portfolios and at 
least two are considering a 
PhD.
Q: Who would you like to 
thank for their support and 
encouragement?
A: All have special mentions 
for their personal tutor, 
supervisor or mentor 
amongst the academic staff. 
The support of Student 
Services, the Crèche and 
the Research and Business 
Development Office also 
enabled our entrepreneurs 
to achieve more.
I hope you enjoy the case 
studies as much as we’ve 
enjoyed working with the 
individuals behind them.
Conclusion
The Enterprise Calendar has demonstrated its value in 
exposing a wide range of students to entrepreneurial 
experiences. The Calendar’s diversity and flexibility 
suited the learning needs of students and has developed 
an entrepreneurial culture across the Institution. As 
enterprise educators it is important to remember that 
we should not regard the creation of new businesses to 
be our sole measure of success. Whilst this is a valuable 
economic output in terms of value creation it is of 
no greater importance than the act of inspiring and 
supporting others to be entrepreneurial, or bringing 
entrepreneurial practices into large established public 
sector organisations.
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“I’d spotted 
a gap in the 
market as a 
result of my 
coaching 
experience and 
qualifications.”
“meeting with 
the Prime 
Minister, the 
Leader of the 
Opposition, 
and the Head 
of Catering at 
the House of 
Commons.”
Gemma Perkins
“When I came 
full-time to 
university I was 
starting to have 
business ideas 
that related to 
my studies and 
previous work 
experience.”
Lisa Porter
Noel Vance
“in my first year 
of trading I’ve 
turned over 
somewhere 
between 
£45,000 and 
£50,000 and 
this is only with 
giving it two 
days per week 
alongside the 
final year of my 
degree.”
“My IT 
qualification 
has supported 
my business 
so that I can 
spend more 
of my time 
selling.”
Kate Dobson
